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OFFICE PROFILE:

LOS
ANGELES
By

John C. McCormick

In 1 9 1 6 , Ha,•itins & Sells established a
two-mail office in Los Angeles. The
city's population was then under 500,000. Today, Los Angeles is the largest
city of the nation's most populous state.
Itis, as the Chamber of Commerce will
be quick to tell you, a sprawling metropolitan complex of more than 8,000,000
people who travel its vast network of
freeways, take clips in swimming pools
so numerous they are said to have affected some areas' humidity readings,
enjoy warm sunshine for most of the
year, and generally appreciate the many
attractions of California living. Los Angeles today is also one of the nation's
fastest growing industrial centers, with
its concentration of aircraft, aerospace,
and electronics companies and a variety
of other industries,
Haskins & Sells' Los Angeles office
has more than kept pace with this
growth. As the Finn's second largest
practice office, its professional staff is
exceeded in number only by that of
N e w York. John S. Schumann, who
came to Los Angeles from N e w York in
1 9 5 7 , became partner - in - charge in
i g 6 i , following Malcolm M. Devore,
who then moved to the Executive
Office.
The early history of the office—indeed
its history right through to the late
forties—was largely fashioned by Frederick F . Halm. Mr, H a l m had started
his own Los Angeles practice in 1 9 1 1 .
F i v e years later, and 2 1 years after Mr.
Haskins and Mr, Sells established their
offices in N e w York City, he and H & S
agreed to merge their practices. Los
Angeles thus became the tenth office
to be established by the F i r m and the
third in the West, after San Francisco
( 1 9 1 2 ) and Denver ( 1 9 1 5 ) .
The Los Angeles office was located
at Seventh and Broadway until 1 9 2 1 ,
when it was transferred to the then
brand-new Pacific Mutual Building at
Sixth and Grand, where it remains to
this day in the center of the downtown
business community. "Downtown" in a
city which covers 450 square miles is
not a casual stroll from the city limits.
From downtown it is about thirty miles
to Disneyland to the southeast, over
twenty miles to Long Beach to the
south, around twenty miles to Santa
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Monica to the west, ten miles to Pasadena and the Rose Bowl to the northeast, and around thirty miles to the
eastern outskirts of the city. Wilshire
Boulevard, extending from downtown
to the Pacific Ocean at Santa Monica,
is reputedly one of the longest continuous streets in the country.
Mr. Hahn was manager of the Los
Angeles office until 1 9 2 a , when he was
admitted to the Firm as a partner. During the next twenty-five years he built
the practice to the point where, at the
time of his retirement, the staff numbered about 75. During his earlier
years he found time to teach accounting at the University of California, to
serve the profession in California in
several capacities, and to get in enough
practice rounds to tie for the low net
score in the golf tournament at the
Firm's annual meeting in 1924. He
maintained a keen interest in the Los
Angeles practice until his death at the
age of 7 9 in 1 9 6 1 .
Los Angeles, judged by the age of
its people, is a relatively "young" office.
In fact, 1 suppose I was asked to write
this (Roberto V. Ongpin, who was on
our staff until his recent return to the
Philippines, did much of the original
drafting) because, with twenty years in
the Los Angeles office, I have the longest service here of any of the partners.
Some may have longer records with
H & S, but they came here from other
H & S offices, and some may have practiced longer in Los Angeles, but they
came to I I & S through mergers.
One reason for our relative youth is
that we have "exported" a number of
partners to other offices. Among our
"alumni" are Weldon Powell and Malcolm Devore in the Executive Office,
and partners-in-charge of four offices:
Alvan B. Richardson, of Philadelphia;
Edward L . Carey of Honolulu; Franklin N. McClelland of Denver; and Russell P. Shomler of Atlanta.
1 have found it interesting to look
back in the files to early clients, to see
how they have fared, and to reflect on
how close we have been to them for so
long.
There is our oldest client, Capitol
Milling Company, whom we have
served since before the merger in 1 9 1 6 .

Originally the E a g l e Flour Mills until
1 8 5 3 , when it assumed its present
name, its flour mill is the oldest operati n g industrial plant in the city—so old,
in fact, that the exact date of its construction is unknown. Its name came
seventh among 9 1 listings in L o s Angeles' first telephone directory.
World-famous is "Sunkist" fruit, marketed by Sunkist Growers, Inc., an association of C a l i f o r n i a c o o p e r a t i v e s
known until 1 9 5 2 as California Fruit
Growers E x c h a n g e , and a client of the
Firm from its earliest days. This century
was still young when the predecessors
of Sunkist showed their talent for capturing people's imaginations. In 1 9 0 7 ,
in cooperation with the Southern Pacific
Company {a San Francisco client of the
Firm), they launched an extensive advertising campaign with the slogan
"Oranges for Health—California for
W e a l t h , " C a l i f o r n i a historians h a v e
credited the campaign as a factor in
increasing the state's population in general and that of L o s Angeles in particular in the early 1900's.
T h e n there is Signal Oil and G a s
Company, whose name recalls the beacon that guided ships toward the end
of the long voyage around C a p e Horn
or plying the China trade. It w a s on
Signal Hill, overlooking L o n g Beach
Harbor, that the company located its
first gas plant in the early 1 9 2 0 ' s to
process the dry gas that w a s previously
being w a s t e d at the oil wells there.
Signal Oil and Gas Company is today
the largest independent integrated oil
company headquartered on the West
Coast, T h e c o m p a n y ' s net assets at the
end of 1 9 6 2 exceeded $ 2 0 0 million, and
its sales approached $ 4 0 0 million. In
1 9 6 2 , it sold 7 5 0 million gallons of
gasoline,
hi the years since Mr, Hahn's retirement our staff has more than doubled,
Partners hold monthly luncheons at
the C a l i f o r n i a C l u b f o r d i s c u s s i o n s
ranging from fine points in a consolidation to new tax regulations.
a Robert E. Whyte enters the discussion while Curtis C. Gabrielson makes
ready.
b John C. McCormick, author of the
article, looks for flaws in the argument.

reflecting Los Angeles' rapid industrial
growth. Our recruiting program has
been intensified, and the farmer placement director at the University of California at Los Angeles has been appointed full-time personnel director. Today,
almost every member of the Los Angeles professional staff has joined the
Firm right out of college. There is
about an even chance that he graduated
from a college in California, but the
odds are two to one against his having
been b o m in the state. We think having
such wide-ranging backgrounds of our
staff is a healthy thing.
During the past year w e interviewed
about 350 prospective graduates in
fourteen colleges in Southern California, Arizona, and Utah, As in the past,
our internship program attracted college juniors for professional work experience before graduation. An indication of this program's success is the fact
that almost half of last year's interns
were extended offers of permanent employment, and of these all hut one
accepted.
We have worked very hard on our
staff development program and are
pleased with the results. The July, 1 9 6 3
issue of our new office quarterly, Review
Notes, described the program's objective "to develop the skills, abilities and
talents of each member of the staff as
rapidly and efficiently as practicable,"
The program is carefully tailored to the
individual. From his first day, when he
meets our personnel director, his advisor, and the principal and accountant
in charge of his first engagement, he
becomes the object of an intricate system of reports and evaluations, l i e is
given the widest possible exposure to
all kinds of clients and phases of the
audit process under the supervision of
a number of partners and principals.
Almost immediately he finds himself
in training meetings—meetings on various aspects of auditing, meetings 011
special accounting problems he will

meet in particular industries, meetings
on management advisory services and
on taxes. His course is so designed that
lie will get special instruction on the
kind of work he is e n g a g e d in at the
time. In 3963, the office scheduled
more than 1 0 , 0 0 0 man-hours of attendance at training sessions.
Before many years he will find that
his growing collection of knowledge
and experience is used in the program,
as he himself starts training even n e w e r
men. But still his own education goes
forward. As a senior accountant he attends monthly dinner meetings where
more complicated auditing and reporting problems arc discussed from the
viewpoint of those w h o manage engagements, If he becomes a principal, he
will find himself in two-day technical
meetings with the partners twice a year.
With his professional foundations carefully built, he is prepared to be genuinely constructive, to take part in
more advanced research, and to pie-

All principals, too, meet monthly to
keep up to date on job management,
technical problems, and other professional subjects.
C J o h n S. S c h u m a n n , P a r t n e r - i n Charge, presides.
Secretaries are a vital link in translating thought to action—and grace the
office as well.
d , e Mrs. Ruth Warneke (right), secretary to Mr. Schumann, and Miss Vera
Boris, secretary for the MAS group,
show talent for both functions,
f California produces over 10% of the
nation's GNP and the only part not
taxed is the sunshine. Principals Sheldon Richman (left) and William W. Cope
(center) confer with Charles F. Reinhardt, partner in charge of the Tax Department.
g Finishing up the audit for a company
filing with the SEC; (I. to r.) staff assistant Charles E. Barlow, partner Robert E.
Whyte, principal James S. Craw, and
senior William F. Waina, Jr.

Los Angeles Office

sent his findings a n d his views to professional gat lie rings and the community
at large.
His own example will be attracting
other promising y o u n g men into the
profession. W e must remind ourselves
continually that by 1 9 7 0 , L o s Angeles
is expected to be a gigantic population
center of ten and one-half million people, with a corresponding growth in
economic activity. T h e L o s Angeles
office can infer w h a t this means for its
own future growth. Since 1 9 6 1 , the
number of partners has increased by
more than one-fourth and the number
of principals and managers has also
increased substantially. There is every
indication that the need for more staff
and supervision will continue.
This encouraging outlook merely refleets the fast-moving pace of Los Angeles. Haskins & Sells, which f r o m its
earliest days has been identified with
many aspects of the city's history, fully
expects to go on contributing to its economic growth and civic improvement
as the Firm approaches its 50th year in
L o s Angeles.

h William T. Miller is the partner who
supervises the MAS work in the southern California region, here shown (left)
going over a report with (I. to r.) manager William W. Gerecke and consultants Joseph H. Breuer and John N.
Muns.
i Interviews with responsible emp l o y e e s are an i m p o r t a n t a u d i t p r o cedure . Here, Sy, the Sea Lion, tells
principal R. James Rigney about fish
consumption at Marineland of the Pacific. Accountants William L. Johnson and
Michael E. Hulme pay close attention.

